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process 
As the business moves into its next phase in 
preparation for recovery, equipment suppliers 
can no longer simply offer a piece of equip- 
ment. Today it has to come complete with a 
‘process solution’. In contrast the ‘process 
solutions’ expected of equipment companies 
are going to have to be generic - so the mer- 
chant epi companies should not be too afraid 
of having their territory invaded. But the 
process solutions will have to be specific 
enough so that the customer can see the 
process working and be able to take it to their 
facility to refine it. This also avoids the device 
maker becoming too reliant on the equipment 
supplier. Hopefully, R&D staff will not become 
‘surplus to requirements’. 
The trend for a process solution reflects the 
growing maturity of the industry. But it also 
implies a perceived need by certain device 
makers to devolve as much as possible of the 
costs away from its own profit centres. With the 
stress of the downturn the risk-spreading has 
moved higher on the agenda. investment in the 
crucial area of product development is more 
and more seen as something which should be 
made more sparingly than in the past. 
This kind of trend is not necessarily new to the 
electronics industry as a whole, but is another 
of those signs that the compounds are continu- 
ing to follow a parallel route to that of silicon. 
Compound semiconductor market players are 
having to look hard so as to meet the needs of 
their customers but without going out of busi- 
ness themselves. They have to turn it to their 
advantage while not repeating the hard-earned 
lessons that makers of silicon processing 
equipment have had to endure. 
One of the clear trends is a requirement from 
the customer base not just for equipment, but 
for a head start in the market. In some 
respects, the lines between the businesses of 
each segment are blurring. Soon it will be hard 
to distinguish between the equipment makers 
and their customers! 
Increasingly the onus is placed on the equip- 
ment maker rather than start from scratch in 
the device maker’s labs. In some respects this 
is sensible because the customer always wants 
proof that the item being bought is as capable 
as the brochures state. There may be doubt in 
their minds when the supplier has no local in- 
house facilities to carry out process R&D or 
demonstrations. This is despite suppliers not 
wishing to develop their own ‘recipes’ on an in- 
house epi facility. In this case they have chosen 
to work with the increasingly sophisticated aca. 
demic quarter - some of whom are acquiring 
production-capable process equipment. Thus 
there opens up a fairly obvious route to putting 
in place the necessary demo facilities. The 
equipment supplier and academic teaming will 
be able to refine ‘recipes’ and procedures as 
well as carry out demonstrations and training. 
Such arrangements include attractive financial 
considerations so that on the academic side a 
superior equipment acquisition can be made 
under more favourable terms. 
In this climate of devolution of responsibility 
for process development, the equipment 
providers can also avoid giving any impression 
of competing with their commercial customers. 
It would thus appear that what at first looked 
like a problem could be turned to commercial 
advantage. 
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